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Performance highlights

• Group sales +7.9% to £387.3m

• Group network sales up 13.6% to £549.1m

• Group underlying profit before tax +11.1% to 
£10.0m 

• International retail sales up 29.6%; International 
LFLs up 1.0%; 

• UK retail sales up 2.7%; UK LFLs up 4.0%

• Total Direct sales up 15.0% to £58.0m

• Interim dividend +19.6% to 5.5 pence



Mothercare group strategy

Two global brands

UK stores WholesaleDirectFranchise

4 growth channels



Neil Harrington
Finance Director



Income statement
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Underlying profit growth in UK and International
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£1.0m growth in group underlying profit
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International

18%1,2071,420Retail space ‘000 sq. ft.

18%£218.3m£258.2mInternational retail sales at constant 
currency

£7.7m

£195.0m

08/09

53%

30%

£11.8m

£252.8m

09/10

Underlying profit from operations

International retail sales



UK profit from operations up £1.2 million

£6.8m 

£3.8m 

£4.7m 

£3.3m 

£2.3m 

£0.8m 
£1.7m 

6

8

10

12

14

16

18

20

22

LFL sales (inc.
Wholesale)

Closed store cost
savings

UK central and
Direct costs

Share of pension
non-service charge

LFL store cost
increases

Closed store sales Foreign exchange

£m



“Phase 1” property restructure – almost complete

• “Phase 1” announced in May 2008; 145 stores affected; >90% 
completed

• H1 2007 to H1 2009:

– Trading footage down 7%

– SPF up 8% to £297

• £14.2m reduction in UK store costs (£10.4m in 2008/09; £3.8m in 
H1 2009/10)

• £5.0m of additional profit benefit; £2.4m delivered in 2008/09; 
£2.6m planned in 2009/10

• Completed with £5.0m less capex – strong returns



“Phase 1” property strategy – key learnings

• Rightsize and 2-into-1s successful

• High sales transfer from closed ELC stores to new inserts and 
web

• Out-of-town parenting centres with ELC inserts a real success:

- 20% of store numbers

- 45% of store sales

- 65% of store profit



UK property strategy “Phase 2” – announced today

Property strategy 
learnings

Favourable lease 
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Weak property market

Property strategy 
“Phase 2”



Property strategy “Phase 2”

120 stores affected (in addition to 145 in “Phase 1”):

1) Additional out-of-town parenting centres
– New catchments
– Accelerate in-town to out-of-town

2) Rationalise high street chain
– Lower profit in-town stores closure/rent re-negotiation/2-into-1

3) In-town opportunities
– “Landmark” stores in key City centres



Out-of-town parenting centres

• Opportunity – 120 new 
parenting centres

• High capital contributions

• Favourable 
rentals/incentives

• 5- to 10-year leases; 
monthly rentals

• ROI >75%; payback <18 
months



Rationalise high street chain

• 90 lower profit high 
street stores with expiry 
in next three years

• These 90 renegotiated 
or closed

• Average rent reductions 
YTD 40% achieved

• Substantial shift in-town 
to out-of-town



Property strategy benefits
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• Minimal new net capex (within current guidance)



Group balance sheet
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Group cash flow
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Group capex
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Guidance for full year 2009/10

• International and Direct continue strong growth

• At least 115 new overseas franchise stores

• Gross margin dilution estimated @ 100 bps

• Total pension charge £3.2m (+£2.3m YOY)

• Total share based payment charge estimate £12m (+£4.4m YOY)

• Continued tight cost control

• Property rates +£2.5m per annum 10/11

• Capex @ £16.0m

• Well placed for an important H2



Ben Gordon
Chief Executive



Mothercare group strategy

Two global brands

UK stores WholesaleDirectFranchise

4 growth channels



Two world class brands



Spin – own brand innovation



M2B launch



Retro robot – ‘better’ price 



Channel Growth

Wholesale

Franchise

UK Stores

Direct

2004/05 2008/09
Total ‘Network’ Sales increased from £520m (04/05) to £983m (08/09)



UK stores strategy

4 growth channels

Two global brands

FRANCHISEUK STORES DIRECT WHOLESALE

• Parenting 
Centres

• Landmark
• High Street

• Europe
• Middle East 

& Africa
• Asia

• Range
• Services

• Other brand
• Own brand



Parenting Centres
UK Stores
• Parenting Centres
• Landmark stores
• High Street stores

• Destination stores – wide 
catchments

• Full range of Mothercare, 
ELC, concessions

• Most profitable UK format

• 82 today; plans to open 28
more in 3 yrs

• 120 parenting centres total 
opportunity

Poole



Landmark stores
UK Stores
• Parenting Centres
• Landmark stores
• High Street stores

• High profile, high footfall 
sites

• Zone A locations

• Landlords contributions

• New stores in Liverpool and 
Cardiff

• 4 stores to date; target 12 
by 2012

Birmingham



High Street stores
UK Stores
• Parenting Centres
• Landmark stores
• High Street stores

• c. 60% of high 
street leases up 
for renewal in 
next three years

• Increased 
flexibility

• YTD renewals 
already reducing 
rents by 40%

Brent Cross



Store portfolio by 2012
UK STORES
• Parenting Centres
• Landmark Stores
• High Street Stores
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Franchise strategy

4 growth channels

Two global brands

FRANCHISEUK STORES

• Parenting 
Centres

• Landmark
• High Street

• Europe
• Middle East 

& Africa
• Asia

DIRECT

• Range
• Services

WHOLESALE

• Other brand
• Own brand



International growth

• Opening larger format 
stores; greater product 
ranges

• New stores in existing 
countries

• Entering new countries

Chalika, Greece



Europe strong growth
FRANCHISE
• Europe
• Middle East & Africa
• Asia

Targowek, Poland
• Europe – currently 312 stores in 27 countries

Lodz, Poland



Middle East & Africa
FRANCHISE
• Europe
• Middle East & Africa
• Asia

• Middle East & Africa – currently 218 stores in 10 countries

Dubai Mall



Middle East & Africa
FRANCHISE
• Europe
• Middle East & Africa
• Asia

Cairo, Egypt



More stores in China
FRANCHISE
• Europe
• Middle East & Africa
• Asia

Huai Hui Road, China

• Asia – currently 164 stores in 13 countries



India new JV announced
FRANCHISE
• Europe
• Middle East & Africa
• Asia

• DLF, new JV partner

– India’s largest real 
estate company

– Standalone stores in 
malls

• Shoppers’ Stop

– Shop-in-shops

• Mothercare 30% of JV

• Currently 24 stores; 
targeting 200

Mumbai, India 



Mothercare Direct – strategy for growth

4 growth channels

Two global brands

FRANCHISEUK STORES

• Parenting 
Centres

• Landmark
• High Street

• Europe
• Middle East 

& Africa
• Asia

DIRECT

• Range
• Services

WHOLESALE

• Other brand
• Own brand



More clothing online
DIRECT
• Range
• Services
• International

• Widest choice

• Over 400 pushchairs

• Over 350 car seats

• 85% of clothing 
online and growing 



gurgle.com
DIRECT
• Range
• Services
• International



Wholesale strategy

4 growth channels

Two global brands

FRANCHISEUK STORES

• Parenting 
Centres

• Landmark
• High Street

• Europe
• Middle East 

& Africa
• Asia

DIRECT

• Range
• Services

WHOLESALE

• Other brand
• Own brand



UK & International wholesale
WHOLESALE
• Other brand
• Own brand



New toiletries range
WHOLESALE
• Other brand
• Own brand



Summary and Outlook

Two global brands

UK stores WholesaleDirectFranchise

4 growth channels



Q&A



Key store data as of October 2009
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